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the good-s are'allowed to lie for several hours, where
upon they are well rinsed and then finished in the 
usual manner. 

TRADE SUGGESTIONS FROM UNITED 
STATES CONSULS_ 

A German Expert View of the American Iron and 
Steel Industries.-The German pI'ess, which, for the 
most part, has until recently regarded with more or 
less suspicion the purposes and probable results of the 
commercial exposition at Philadelphia, and applauded 
the reply of Herr Commercienrath Julius van del' 
Zypen, of Cologne, declining his in vitation, has 
changed front very noticeably since t.he reports have 
been received describing the opening ceremonies, the 
nature and scope of the exposition itself. and especially 
the cordial and hospitable welcome that was accorded 
to the German delegates and the wish which was �en
erally expressed that a better understanding might be 
reached on certain technical qnestions which relate to 
trade conditions between the two countries, says Con
sul-General Frank H. Mason. 

It is now generally recognized that the Philadelphia 
exposition has been a most valuable object lesson for 
merchants and manufacturers of all countries ; that it 
has been. organized and managed on broad, liberal 
principles: and that it would have been a serious error 
if Germany had followed the lead of its reactionary 
press and refused to participate in an event from 
which the general cause of international commerce is 
certain to derive such important and lasting advan
tage. 'I'he weight of newspaper opinion already favors 
the creation of a commercial museum for Germany, 
organized and managed on the same lines as the insti
tution in Philadelphia. which has within so brief a 
period accomplished such important results. 

Not less eagerly read and discussed are the private 
letters and unofficial reports of the German delega.tes, 
who, since the first week of the exposition. have trav
eled over the United States, visiting shipyards, shoe 
factories, iron and steel works, and other important in
dustrial establishments. Their correspondence indi
cates ,that they have been everywhere cordially re
ceived, shown through everything that they wished to 
see; and. being for the most part scientific experts in 
the industries which they have examined, they have 
grasped accurately and promptly the full meaning of 
all that they have seen. 

AUlOng numel'ous examples of similar correspond
ence that have appeared recently in the German press, 
there is selected rOI' translation a report of an inter
view with the director of a leading German steel plant, 
which. as published in the Berliner Tageblatt of No
vember 2, discourses as follows on the iron and steel 
industries of the United States: 

.. Being asked next concerning the significance that 
the Commercial Museum exposition in Philadelphia 
bears from a German standpoint, the director stated 
that it had by no means the anticipated one-sided 
character of a source of information for Americans 
only, but was of equal interest to foreigners. Con
cerning the industrial situation in the United States, 
the impression derived by a foreigner is that the pre
sent remarkably favorable conditions are solid, legiti
mate, and likely to be permanent. This is particularly 
kue of the mining and metal industries. An import. 
ant element in the present unparalleled prosperity of 
these interests in America is the strong, steady, con
tinuous demand for metals, particularly those used in 
electl'ical machinery and installations. It is also true 
that America far surpasses us in the use of iron and 
steel for building purposes. 

"It is undeniable that the _ .... merican iron works 
operate under decidedly more favorable conditions of 
production than our own. An important factor in 
these conditions is the fact that the United States 
possesses far richer and more widely distributed iron 
ore deposits than Germany. While we are largely de
pendent upon imported ores-especially Swedish-the 
AlIlerican iron works find their raw material at home. 
To this must be added the other impOl·taIit. advant
age. that the construction and equipment of their iron 
anll steel works far excel those of Germany and evel'y 
othel' European country. In America. we find what 
seems to us an astonishing substitution of machinery 
for manual labor. Only in the most necessary details 
is hand labor now employed. Such a vast and skillful 
application of machinery offers especial advantage in 
a time like this, when manual labor is costly and diffi
cult to obtain. 

.. Finally comflS the enormous advantage which the 
Americans enjoy through the high development of their 
rail way system. The inll ustries have at their command 
a railway system which far surpasses in cheapness and 
efficiency of service anything known in Europe. The 
first sightof the tracks and equipment of au American 
railroad makes upon a Germau an imposing impression. 
Their freight carslof aH classes fal' surpass in size and 
carrying capacity those of the German rail ways. Theil' 
track system is relatively broader and stronger than 
ours. Special kacks for freight trains l'ecure rapid, 
almost unbroken traffic. A widely developed system 
of branch and side railways (feeders) sustains the traffic 
of the principal lines. The rates for freight are exces
sively low. While on the German railways the cost of 
freight per ton kilometer is (excepting some unimport
ant special tariffs) 2'2 pfennigs, in America the corre
sponding rate is only 0'6 pfennig per ton kilometer. 

.. Under these conditions, the German iron industry 
finds in that of the United States its greatest, most im
pOl·tant, and most dangerous competitor. Just at pres
ent, the full force of this competition is not apparent. 
because there is an enormous home demand for iron 
and steel in America. Several shipments of American 
foundry pig iron to Germany prove, howevel" that we 
have in future to reckon with the competition of 
American metal here at home. These shipments were 
ordered by German consumers of pig iron because they 
were in urgent need of raw material. The belief that 
the competition of the American iron industry is not 
yet to be seriously feared may still be cherished 10 spite 
of the great development of trusts, concerning whos.e 
productive capacity many large figures have been pub
lished which it is im possible to verify and which are 
pl'Obably exaggerated. 

.. Bllt where once a relapse occurs in the American 
market 01' a weakening of demand in the world's metal 
markets, then we shall have to reckon with a sharp 

and powerful competition from America. especially in 
heavy plates, stl'Uctural steel and iron, and rails, forthe 
production of all these in the United States is on an 
enormous scale. Above a)l is this true in respect to 
rails, the production of which is developed to an 
astounding degl·ee. Works which produce only one 
type of rails are not uncommon." 

To the question, How can the German market pro
tect itself against the future competition of America? 
the following answel' was given: 

"The German iron and steel works m ust follow the 
American example, and by a greatly enlarged use of 
machinel'y reduce the cost of pl'oduction and protect 
themselves from future contingencies in the labor 
market. There is also urgently required for our in
dustry much lower freight rates and the construction 
of special lines and extra tracks for freight traffic. III 
this respect, also, America is a model and example 
for us to follow. The construction of canals, whICh 
will offer a cheaper method of transpOl·tation, can in
deed be of advantage, but can only be considered a 
palliative, not a remedy." 

Samples of United States Goods at Nice.-For many 
yeal's, thousands of printed circulars and catalogues 
have been sent to this city, with no practical results, 
says Vice-Consul Attilio Piatti, of Nice. This indica.tes 
that, if the very favorable conditions existing in this 
part of France for the creation and development of an 
export trade are to be taken advantage of in the inter
est of our manufactures, it could be done only by an 
individual firm which would be willing (a) to deal ex
clusively in United States products; (b) to submit for a 
time to hard work with little or no remuneratIOn: and 
(c) to be prepared to expend a. considerable sum in 
advertising, printing, exhibiting, and traveling. 

Having mentioned my plans to a commission mer
chant here; who, together with two other men speak
ing the languages and dialects of the Rivieras, ap
peared prepared to take up the matter seriously, it was 
resolved to make the attempt iu the following form : 

A shop of considerable dimensions and centrally 
located was taken for the pm'pose of exhibiting sam
[lIes from American manufacturers at a nominal cost. 
The plan of action was to examine all catalogues, dis
carding such as described articles that could not pos
sibly find a market here; and, in case of' those that pre
sented a greater or less chance of success, to ask the 
manufacturer to send a !'mall sample for exhibition. Fi
nally, to work up a trade in each article without loss 
of time, and whel·e. for special reasons, success could 
not be attained, to dispose of the sample sent at the 
best possible figure and to remit the pI'oceeds to the 
sender. 

In order to further encourage these people to success
ful action , I agreed to supervise the operations of the 
conct:rn and to aid it. by every means in my power . 
'fhey have now b�en at work for nine months, and 
have not succeerled in obtaining a single sample 
for exhibition. The replies are: .. We do not wish to 
consign: we wish to sell," and the concern has on hand 
hundreds of catalogues of articles in which there are 
strong probabilities of trade. I can well understand 
that United States manufactlll'ers do not wish to send 
consignments to an unknown market, nor should they. 
On the other hand, goods can hardly be sold for cash 
simply from a cut or design. The sending of a single 
sample to a concern prepart:d to do all the exhibiting 
and pushing, having all the elements to achieve suc
cess wherever success is possible, would not constitute 
a .. consignment," and would appear to me t.o be by 
far the most economical plan fl)r opening up trade in 
new territories. In view of the lack of success, the 
concern had decided to give up their present large 
quarters; but I am so convinced that once a beginning 
is made, very considerable success may be attained, that 
I have offered them out of my own pocket the equiv
alent of six months' rent to induce them to continue 
their efforts. 

Bicycle Trade in England.-'fhe present absence of 
a good yet cheap English machine makes any compari 
son with American machines of that class rather doubt
ful, says Consul S. C. McFarland, of Nottingham. The 
American youth buys a wheel for from $35 to $50, uses 
it one or two seasons, and then buys a better one, with 
intervening improvements, for about the same price. 
The English lad pays from $80 to $100 for substantially 
the same machine. but he expects-and his family ex
pects-it to last a lifetime. The first-class American 
wheel of $100 grade would be worth here about $120. 
The highest grade English wheel can now be bought 
for £18 ($90) ;  the free wheel and powerful Bowden 
rear-rim brake attachment, £20 ($100). Next season, 
however, the English market will be flooded with a 
cheap grade machine costing £10 ($50). This will be 
really the first English experiment at making a sub
stantial machine for a popular selling price. The 
Coventry and Raleigh and Humber samples stand in
spection very well, and would grade from $35 to $50 on 
the Amel'ican market. They are lighter than the uSllal 
style English machine, and are not so carefully finished. 
and the material is not first class: but they sell well. 
They are practically an imitation of the American 
wheel designed for quick market purposes. 

In true adjust1lJent of pal·ts and careful finish, Eng
lish high-grade wheels are said to excel the American. 
Each machine is a special product, turned out with in
finite care. No work is rushed wholesale through the 
shop. To build an ordinary machine to order requires, 
at the least. ten days, while a really fine machine will 
not be built for delivery short of three weeks. In each 
case, the bearings are tested and such careful atten
tion given to details of finish as only a British or Ger
man workman can afford to give, for his time does not 
count for much ; yet- any American machine. even if it 
be superior in style, to compete successfully with his 
product, must approach that perfection of finish. The 
Raleigh and Humber certainly lead the market here, 
while they failed to secure a substantial foothold in 
America; and the. makers claim they can not make a 
machine to sell at American prices. The obvious de
duction is-that American makers should be able to sell 
successfully here. 'fhe English machine weighs 27 to 
30 pounds stripped, and runs up from 29 to 35 pounds 
with mud guards, brake. lamp, etc. The frame is of 
solid material, and the parts are cast heavier all over, 
particularly the hub and fork crown. Durability is 
thought to be secured, but the result admits of dispute 
and is at the expense of lightness and style. At the 
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same time, those manufacturers who are figuring upon 
the English market should consider that the public 
here has been educated to a heavy wheel and views 
with suspicion the light machine-and British stub
bornness, in this connection, is a very stubborn thing. 

That there is an enormous market in provincial Eng
land for a substantial-looking and worthy machine of 
good finish that can be retailed from $45 to $55 goes 
without saying : but the campaign for its successful in
troduction and sale must be carefully engineered and 
advertising made judicious and constant, while the 
peculiar prejudices of the people and English business 
methods must be consulted at every turn. A com
petent management in every local fit:ld is essential. 
These are not the conclusions of a bicycle expert, but 
of an ordinary observer who has given attention to the 
matter in the hope of being of some service to Ameri
can manufacturers. 

American, Bicycles in Switzerland.-The progress 
which American manufa cturers of bicycles have made 
in the past four years in their trade with Switzerland 
is remarkable, says Consul Henry H. Morgan, consul 
at Aarau. It ill not possibl'l to say with any degree of 
accuracy what number of American bicycles were im
ported into Switzerland during the period named, as 
the official statistics can not be relied on, for the reason 
that all bicycles of American manufacture which were 
sent to Switzerland from any of the distributing pointlS 
of either Germany or France were credited as an im
port from the country from which they last came. 
Thus, a shipment of American wheels to Switzerland 
from Hamburg is credIted by the custom house as a 
German exportation. The official statistics, however, 
show the direct importation from the United States, 
and the strides we have made in this Republic during 
the past four years. 

'fhe year about to end will show a considerable in
crease over 1898. 

The total number of wheels imported into the 
country during 1898 was 15.027, against 11.067 for the 
corresponding period of 1897. Of t.his number. Ger
many sent 7,531; France, 3,591; England, 773; Bel
gium, 293: Italy, 286; Aust.ria. 333; and the United 
States, 2.194. 

The average declared value of each wheel was as 

follows: German, $42.70; French, $42.65: English, 
$50.65; Belgian, $65.30; Italian, $44.60; Austrian, 
$46.15: and the American, $42.16. 

It will be seen that in point of price, the American 
wht:el stands at the end of the list. III respect to en
durance and style, it is admittedly at the head. 

I would suggest that a live agent who speaks French 
and German be sent to canvass the country. He will 
do more in a short time than catalogues will ever ac
complish. 

Advice to Exporters.-Consul-General Guenther 
writes from Frankfort.. October 19. 1899: 

Kuhlow's German Trade Review and Exporter of 
October 18, 1899, published at Berlin, contains the fol
lowing article, •. Color versus business," which should 
receive the attention of American manufacturers of 
cloth, sewing needles, and leather goods, who sell to 
the countries named. It illustrates -how important it 
is to study the tastes of the people to whom one wishes 
to sell, not only as to shape of the articles, but also as 
to color. It is by paying close attention to the study of 
special tastes that Germany has made such headway 
in gaining forei!!:n markets. Let our people do the 
same, and the results will speak for themsel ves. 

COLOR VE RSUS BUSINESS. 

It has been recently stated that Germany has cap
tured much British trade in Russian markets simply by 
catering to the popular taste for red in wearing ap
parel. English sewing needles have also been ousted 
in Brazil because they were wrapped in the old
fashioned black paper. The manufacturers of Saxony 
went in for pink, and hold the market. A French ex
porter of high-class leather goods has just discovered 
the Heathen Chinee's antipathy to gl'een by the non
sale of his elegant articles made up in that color. 
Moral: Leave color fancies for the drawing room. and 
make money from the rainbow if the market requires 
it. 

Advance Sheets of German Consular Reports.-Vice
Consul-General Hanauer, of Frankfort, on November 
15. 1899. writes: 

To satisfy the numerous dellJands from German 
manufacturers, exporters, and chambers of commerce 
for an improvement in the information service of the 
German consular bureau. the Imperial government 
has recently begun to publish pampl:lets containing 
extracts from consular reports and other interesting 
matter. The new pUblication is prepared by the 1111-
perial Ministry of the Interior and bears the title" Ad
vices for Commerce and Industry." It is something 
between our Advance Sheets and Monthly Consular 
Reports. The latest issue of this pUblication contains 
an article headed" Hints for merchandise exports to 
the United States," which advises manufacturers to 
state weil!hts, measures, and prices in American 
standards; to strictly observe the United States cus
toms regUlations regarding the marking and classify
ing of goods and packing; to endeavor to introduce 
articles not only in the large cities, but in the medium
sized and small places; to try to please the varying 
tastes of the American people. etc. 

INDEX TO ADVANCE SHEETS OF CONSULAR 

REPORTS. 

No. 612. Decenlber 26.-AComer in StaveBolts-'Automobile� 
and Electric-Power Plants in Sweden-'Oyster Culture in France
Houoehold Schools in L-ege. 

No. 613. Decelnber 2'7. American'l'rade in Tmkey-*German
Urugnavan Commercial Agreement-oNew Guatemalan Steamship 
Service.� 

No. 614. December 28.-French Wine Crop-*Railroads and 
Street-Car Line8 in Bium. 

No. til';. DeceJnber 29.-The German Sugar Markets-'Treat
ment of Dise�se. by Light-Fire in Guayaquil-'Export of Watche.!o 
Russia. 

No. 616. DecelDber 30.-German Clothing-Export. 'l'rade-Pro
jected Cable to Iceland-Chrysanthemum Exhibition in Lyons Rail-
way Projects in Yucatan. 
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The Reports marked with an asteri.k {*J will be published in the SCIEN
TIFIC AMERICAN SUPPLEIIlENT. Interested parties can obtain the oth"r 
Report. by application to Bureau of Foreign Commerce, Department of 
State. Wushington, D. C .• Rnd we suggest immediate application before the 
iupply is exhausted. 
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